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OUTI:ETS  FOR 
FMM  PRODUCT'S 


When  there  is  a  considerahle  garden  surrjlus,  it  maj^  he  possihle 
to  sell  it  from  a  small  roadside  stand.     If  the  home  is  not  located  on  a  road 
with  plentv  of  passing  traffic  of  a  kind  that  is  likelj'-  to  stop  and  purchase, 
it  might  he  hettor  to  get  perm.ission  to  set  up  a  stojid  on  a  traveled  highway 
in  the  neighhorhood.     At  any  sort  of  stand  there  should  he  provision  for  pro- 
tecting the  products  from  dust  and  rain.     Things  to  remicmher  are  J  Attractive 
appea,rance  and  good  location  of  the  stand;  easy  parking;  a  continuous  supply 
of  high-quality  fresh  products  to  satisfy  discriminating  customers  and  encour- 
age repeat  trade;  coujrteous  attendants;  fn,ir  prices. 

The  marketing  specialist  of  the  G-eorgia  extension  service  gives 
roadside  markets  second  place  on  her  list  of  possihle  outlets  for  surplus  farm 
fruits,  vegetahles,  flowers,  and  kitchen  products.     This  is  her  list:  Retail 
curh  miarket,  roadside  markets,  home  stand  and  sale  of  canned  products,  hartering, 
Other  miscellaneous  retail  ms.rketing  methods  suited  to  the  local  situation  in- 
clude producer-to-consumer  delivery,   selling  to  retail  grocers,  to  rolling 
stores,  to  a  community  truck,  to  hotels  and  hoarding  houses,  to  toijjrist  homes 
and  tea  roomiS,  and  hy  parcel  p)Ost  through  post-card  contacts. 
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